DOCUMENT RESDME 



ED 080 869 

TITLE 

INSTITUTION 

PUB DATE 
NOTE 

AVAILABLE FROM 



EDRS PRICE 
DESCRIPTORS 

IDENTIFIERS 

ABSTRACT 



CE 000 083 

Our Vocational Training Can Guarantee You the Job of 

a Lifetime, Consumer Bulletin No» 13. 

Federal Trade Commission, Washington, D.C^ Bureau of 

Consumer Protection. . 

73 

26p. ; includes a folder "The Pocket Guide to Choosing 
a Vocational School," FTC Buyer ^s Guide #13 
Superintendent of Documents, U.S. Government Printing 
Office^ Washington, D.C. 20402 (GPO 1800-00153, 
$.40) 

MF-$0.65 HC-$3.29 

Consumer Education; Guides; Publicize; Selection; 
Vocational Education; ^Vocational Schools 
♦Consumer Protection 



This guidebook cautions the potential vocational 
school student about the possibilities of false claims, poor 
training, and unreliable job promises from commercial trade, 
technical business, and correspondence schools. .It points out what 
sort of things to look for and which claims to take seriously. . 
Defenses against an aggressive sales pitch are suggested. Sources of 
reliable information on vocational schools are given and the contract 
form is explained. .Finally, means of redress are given. The included 
folder reiterates the major points — how to get solid facts, what to 
ask about, and what protections are available for the potential 
student. . (MS) 
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BEING FOOLED ABOUT 
HOW EASY IT IS TO GET 
A GOOD JOB IS ONE OF 
THE WORST MISTAKES 
THAT YOU CAN MAKE. 

Choosing a private vocational 
school is a big decision. You 
probably want to know: "What 
is the cost?" "How hard is it?" 
"How long does it take?" These 
are good things to find out. 
But doiVt be fooled about how 
much the training will help you 
get a good job. Before you sign 
any vocational school contract, 
get the straight facts. 

First, and most important, 
contact prospective employers. 
These are the people who may 
be hiring you. They know what 
they want in an employee. Their 
opinions and general impressions 
are valuable even if they don't 
have the exact answers to 
your questions. 

1. Go to the yellow pages of 
the telephone book. Make a 
list of three companies in 
yout field of interest who 
might be possible employers* 

2. Visit, write or call the 
Personnel Offices to get 
answers to the Four Most 

Y:\nr I^^Portant Questions listed 
on the next page. 



Ask 

the tough 
questions. 



Here's what to ask prospective 
employers: 

am thinking of signing up for job 
training with 

(Name of school and training course) 



Can you tell me: 

1 . ^^Wi>ui;d you hire graduates of 
the school?" 

2. ^^How many have you actually 
hired m the lastyear?" 

3« ^^Were they hired because of 
school training?" 

4. ^^Did training make any 
difference in starting salary?" 



(If you write to employers for 
answers, just copy this form for each 
letter and be sure to include your 
name and address. ) 



GET f ORE FACTS 



Ask 

the tough 
questions. 

Here's what to ask prospective 
employers: 

^^I am thinking oi signing up for job 
training with 



( Name of St !ioo! and training course) 



Can you tell me: 

1 . ^^Would you hire graduates of 
the school?" 

2. ^^How many have you actually 
hired in the last year?" 

3. ^'Were they hired because of 
school training?" 

4. ^^Did training make any 
difference in starting salary?" 



( If you write to employers for 
answers, just copy this form for each 
letter and be sure to include your 
name and address. ) 



1. Are thert* jobs available for the 
skills y yu want? Talk to: 
H^Coinpanies that should be 

hiring 
5?^ Your state or local 

employment agency 
Labor unions and trade 
associations 

2. Are there complaints or 
recommendations about the 
school/course? Talk to: 

Chamber of Commerce or 
Better Business Bureau 

Federal Trade Commi^rsion, 
contact office nearest 
you 

^Present or former 
vocational school 
students. (Get names 
fi^om military or high 
school counselors.) 

3. For personal counseling and 
further informacion, visit: 
l^V.A. and military 

education counselors 
1^ Present or former high 
school counselors 
Career counselors at local 
or state employment 
agencies 
*r-The school itself. A 

personal inspection is 
worth many phone calls. 
Compare the school to its 
ads. Then compare it 
with other pubhc and 
private schools offering 
similar courses. 



Rights of Veterans and Servicemen 



Cooling-Off Period 

Veterans, servicemen, and eligible wives 
and widows who sign up for correspond- 
ence courses under the GJ. Bill, now 
have a 10 day '^cooling-ofT' period. 
Before the agreement can go into 
effect, they must wait at least 10 days 
from the date it was sig:ned and then 
notify VA of their intention to con- 
tinue the course. If they notify the 
school of their decision not to take the 
course, the school, by law, must refund 
the total amount paid in advance. 
(Active duty military personnel must 
consult with an Education Service 
Officer before applying for VA benefits,) 

G.L Refunds 

Veterans, servicemen, and eligible wives 
and widows who do not complete a 
correspondence course are legally 
entitled to special refunds. If the 
student approves the enrollment agree- 
ment, but takes no lessons, the school 
can charge a registration fee of up to 
10% of tuition or $50, whichever is less. 
If the drop-out is after one lesson, but 
less than 25% of the total number of 
lessons, the school can keep the 
registration fee and 25% of the tuition. 
If the drop-out is after 25% to 50% of 
the lessons, the school keeps the 
registration fee and 50% of the tuition. 
After 50% of the lessons are com- 
pleted, the law requires no refund. 



The final 
question 

Don't sign anything until you ask . . . 
What happens if you don't finish the 
course ? Find out what refunds are 
given. Find out what part of the total 
payment you get back if for any 
reason you do not complete the course. 
Get this information from reading the 
contract, not just talking with the 
^^alesmaii. Ask questions until you are 
satisfied. 



For the "Guidebook To Select A 
Vocati jnal School," send 40c to: 
Superintendent of Documents, Govern- 
ment Printing Office, Washington, D.C. 
20402 
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Don't let Charley fool you 
about how easy it is to 

get a good job. 

It could be one of the 
worst mistakes of your life. 

He could take several hundred dollars of your money and give you nothing. 
Or, he might give you good training for a good job. That's the problem. You 
don't have a college degree. You are looking for a good job. If you can get 
vocational training in a skill that has demand, then you have a good chance. But, 
how do you tell the difference between a good vocational school and a bad one? 

This is a Guidebook to help people select a good vocational school It is for 
prospective students of vocational training- courses . . . which means 
resident or correspondence courses offered by private, profit-making schools 
which teach job skills. It has also been designed for use by counselors and 
guidance personnel- 
There are about 10,000 private trade, technical, business or correspondence 
schools in the United States. They have a total average enrollment of 
about 3.2 million students. These normally small and independent schools 
frequently offer some advantages that other schools do not. They can provide 
skill training toward getting specific jobs. Admission standards are flexible. 
Courses can be selected that interest students and that can be finished 
in a short time. 

Some schools are good and some are not. Some have good facilities, good 
instruction, and deliver what they promise. Some have poor training. 
Some make false claims about chances for future jobs. Some use false advertising 
and employ dishonest salesmen. 

Buying skill training is like buying a car or a stereo. It is a big investment. 
To make a good buy, you must get the rUjht information. This is the information 
the Guidebook will provide: 

1. How some schools mislead you. 

2. The facts you need to know and how to get them. 

3. What to do if you get taken. 
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The choice of a school 
may be the 

most important decision 
of your life. 

"How much does it cost?" is the first question a typical person asks about a 
vocational school. Next, people ask questions like, "What are the qualifications 
to get in?" and "How long does it take to finish?" These are things a student 
needs to know. But schooling involves a lot of time, hard work and money. If 
these are the only facts a student knows before enrolling in a school, there 
may be Big Trouble. For example, the student may find out that: 

— The course content and class facilities are no good 

— Hardly anyone completes the school 

— The school doesn't give a refund 

— The school won't help the student get a job — like it promised 

— Employers think the school training is no good 

— Employers want to train new people anyway 
—There are no jobs for the student's skills 

Choosing the right vocational school is a matter of getting the right facts. 
Representatives of some schools do not tell the truth. Often, school ads or 
salesmen will promise big money and top jobs. Sometimes, schools just won't 
bring out questions that need to be answered. Finding out the answers will take 
effort. It's up to the prospective student to get the real information or face 
making a serious mistake. 

If you are thinking about going to a vocational school, you should find 
out about costs and housing and obvious things like that from the school. 
But remember, sometimes the school will not tell you the facts that should be 
the most important to you. Finding out about the school /rom the school is 
just the beginning. This Guidebook will help you with your final goal of learning 
to tell the difference between g-ood and bad schools. It will help you judge 
what is important and what you should pay attention to. There are three 
important things you must be sure to do: 

1. Pick a skill where there are jobs available. 

2. Pick a school that hasn't tried to fool you in the ways 
listed in the Guidebook. 

3. Pick a school whose training will help you get the job you want. 



"Fully Accredited!" 
"VA Approved" 

"You got talent kid! , 
Yougotan A' on the aptitude test!" 

' 'Our courses are specially 
geared to your talents." 

"Imagine the prestige of having 
your name engraved in gold 
on our fully decorative diploma." 
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Get an Earful of What 
It Really Means! 



Accreditation 

The Federal government does not accredit schools or regulate their 
quality. Accreditation of schools is done by a number of private voluntary 
educational agencies and associations. In addition, most states license and/or 
approve schools to operate. If a school is accredited, it means that it meets 
the minimum standards required by a particular accrediting agency or 
association. The U.S. Commissioner of Education acknowledges nationally 
recognized accrediting agencies for funding purposes. Students should 
first check to see if a school is accredited by one of these recognized bodies. 
Accreditation alone does not guarantee that every school and every program 
is the right one for every student. 

VA Approved 

Veterans Administration does not approve schools. Under the G.L Bill, a 
State Approving Agency approves courses for veterans training when they 
meet the minimum requirements of the law. Such approval means that eligible 
veterans and servicemen may take courses and receive GI benefits. It does 7iot 
necessarily mean that the course offers quality training. 

So called "enrollment qualifications" 

In their eagerness to enroll students, some schools don't have admission 
requirements, or don't enforce the ones they have. Some schools may even try 
to tell a prospective student that he is specially qualified when he is not. For 
example, a salesman representative of the school may falsely say he has checked 
with a high school and found the prospective student uniquely talented. Or a 
school may give an * aptitude" test that qualifies everyone who takes it. 

Drop-out rates 

If a course has an unusually high drop-out rate, it may be because 
previous students found it unsatisfactory for some reason* Students may 
have found the course too difficult. On the other hand, course offerings 
may be too easy and have no educational value. A school drop-out rate can 
give a good picture of the experience of past students. It can not predict 
the completion chances of a new student. Dropping out is expensive. 

Degrees and diplomas 

Prospective employers are often unimpressed with diplomas or degrees 
issued by private vocational schools. Experience has taught them that 
some diplomas or degrees misrepresent the subject matter or content of 
a course. Sometimes the diploma or degree has not been authorized by the 
State Educational Agency. A diploma or degree alone is not a guarantee 
employment. 



"Challenge, recognition, 
prestige,toppay... 
with outrageous sidebenefits!" 

"Haven't you had enough??? ! ! ! Tired of that old second-class secretary 
grind? Thousands of glamour spots are opening up. ... A little training makes the 
difference. . .millions of dollars have been invested in making our training pro- 
grams the finest available anywhere-at any price. All you need is the desire to 
get ahead ! . . . and $5 down ... sign here ..." 



The job is where it's at. 



Belle of the Office! 
(12 weeks and a few 
hundred dollars 
later) 




Being fooled about how easy it is to get a good job is one 
of the worst mistakes you can make. You can be fooled 
about these things: 

The Value of the Course 

Sometimes, a vocational course is not worth much. That means, that training- 
may be of little use to the student after the course is finished. Employers may 
consider training' to be of little value- Persons with "training** may have no 
better job chances than people without "training." Many correspondence 
school graduates find they may have to start at the bottom like other beginners. 
Are you interested in going to a vocational school so you can get a better job? 
If so, employers better be impressed with your school training. Otherwise, 




you are only fooling yourself. 



Required Training 

Some vocational schools offer training: that employers themselves prefer 
to provide new employees. Employment offices in business and industry frequently 
say that "special training" is not really necessary. Often, new employees with 
so-called "training" have to be retrained anyway. The important thing is to 
be sure that your school training will qualify you for the job you want . . • 
without further training. 

Number of Jobs Available 

You may get good training from a school and still have trouble getting a 
job. That is because there may be few job openings for the skill you have. 
Often schools will say that a certain proportion of their graduates got jobs , . . 
without any basis in fact. A school may claim that a certain job field is v/ide open, / 
when in fact it is not. In some fields, vocational schools may even be turning 
out several times more graduates in one vocational skill than there are jobs 
available throughout the entire United States. 

Other Qualifications Needed 

Some school-trained people cannot get certain jobs without further training 
or because they don't meet other requirements. Here are "other requirements" 
for some jobs that schools may not mention: 

— Civil Service Examinations 

— Other job examinations 

— A required number of hours of instruction for government jobs 

— Licensing by the State 

— Apprenticeships 

— Requirements to join a union 

A school graduate may have a physical or mental handicap, a lack of prior 
education or a simple age disqualification that may prevent employment. 

Placement Promises 

Some schools say right out or strongly hint they have a placement service 
that will find students a job ; . . when in fact the schools don't. 

The following promises of vocational schools are sometimes untrue and 
can fool you: 

"The school will arrange job interviews." 

"Graduates will get jobs in the geographical area of their choice." 

"The school has special government or private industry connections." 

"The school has a money-back guarantee for placement." 

"The school has placed a high percentage of its graduates.'* (A school may 
say this without proving if placement leads really helped, or without saying 
what the nature of the jobs were, how many graduates got them, or how long ago.) 
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Salesmen are just people ! 
(who talk real good) 

Salesmen make money by working hard at being persuasive. In doinc this 
there sometimeo is a natural tendency to add a little here ord «here. That 
means that yo;j may have to pick out the facts for yourself When dealing with 
a vocational school salesman, be especially careful of any of the following 
"danger signals": 

2* When he represents himself as a "counselor," advisor," or "educational 
consultant." Often a salesman works on a commission and his income depends 
on the number of people he gets to sign up for courses. 

SWTA representative who says you must sign a contract immediately in order 
to be sure to get into the school. Straight vocational schools will allow you 
enough time to check out the facilities and reputation of the school before 
signing a contract. 

SWA representative who paints a glowing picture of a new and glamorous 
career . . . who says you are '^guaranteed" job placement . . . says you will get 
a specific top starting salary . . . that there is a desperate need for new employees. 
Schools are not normally in a position to promise a specific job or starting salary* 

SI^A salesman who would make you believe that you scored "one of the highest 
grades ever" on an aptitude or entrance exam. 

salesman who demands a large percentage of the total tuition cost for a 
down payment. Many salesmen receive a large part of your down payment as a 
commission. After you pay money down, it*s a little late to check the facts. 

SWA salesman who seems to imply a school connection with a major well-known 
industry or governmental organization. 
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Once you know the 
right questions, 
make sure you get 
the straight answers. 



Look him 
square in the eye! 



Picking a vocational school should be a big thing . . . like buying a car 
or choosing a lifetime companion . . . it's going to tie up a lot of your time, 
attention, and probably your money. You have to consider it carefully, make 
compromises, look for things that could go bad, make sure you see past the fancy 
furnishings and fast talk. So, by all means, do a little fender kicking. After 
all, v\/hen you talk to the salesman you're talking about your education and 
future. Ask hl.n these questions: 

1. How many people successfully completed the course in comparison to the 
number who dropped out? 

2. Ask him for the names, addresses, and telephone numbers of students 
over the last 6 months who graduated from the school. 

3. Ask the salesman if his school has a "cooling-off" policy which allows you to 
cancel the contract with the school within so many days of the signing of the 
contract. (Veterans and servicemen taking correspondence courses must wait at 
least 10 days from the date it was signed and then notify VA of their intention to 
continue the course. If they notify the school of their decision not to take the course, 
the school, by law, must refund the total amount paid in advance. This is so you can 
get all your money back if you decide that you do not want to attend the school after all. 

4. Ask the salesman if his school has a refund policy. If you make a down 
payment, for example, and later have to drop out, can you receive any of your 
money back? Get details. 

5. Ask the salesman who will hold your installment contract for collection. 
Often, private vocational schools will not carry their own installment contracts 
but will sell them to banks or finance companies. Then, if the student has any 
later questions about the money, he or she will have to go someplace else rather 
than the school and may run into big trouble. 

6. Ask the salesman if the stated cost of the course includes everything, 
such as supplies, textbooks, transportation to and from resident training, 
room and board. 

7. Ask the salesman if his school is certified to do business by the state 
within which you reside. 

8. Ask the salesman if his school is accredited by any of the national 
accrediting associations. If it is not accredited, this means the school has not 
been judged to meet the wzmwaim standards of these independent agencies. 
This does not necessarily mean the school is bad. However, if the school is not 
accredited, you should find the reason for it. 

A final word on the salesman. Ask him if he will come back later. Tell him you 
want a chance to think it over, (Meanwhile you will have a chance to find out 
more about the four most important facts listed on the next two pages.) A 
straight salesman from a good school ^yill go along with this. 
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^ Foirr questions to £^ 

Before you sign any agreement with a yo'catibnal school, yoashould eontact^^ 
* the right people and get the straight facets. 

• •.. First and most irtipprtarit, -is to cont2iCtpydspe€tfv'e emptdy.ers.^ •' 
Yellow J'ages under- the Vocational sub ject in which you -intend to get training. 
Make a .list of at least three companiies. Then visit, write, or call thepersonner ^ 
office to get answers about a specific vo"(|ationa _ • • • 

liVVbuldytouhire 
graduates of the school? 

2^ Hdw rtiahy have 
you dctillilly hired in the 
pastyear? 

3. V\fere they hired ; ; 
because of school training? 

4. Did tixiining irra 
any difference ^i^itartihg 

ilo 



sala^? 



4 , (In cases where they donlt.know the exact figures or don't have special 
hiring policies, get tJieiropinidn^S and general impressions. The^e are the. people 
■ ivhomaij be hiring yon. They know what they are talking abpiit. ) . 




Other places to get the facts. 



Better Business Bureau or 
Chamber of Commerce. 

Call and usk about the 

number and nature of / ■'"SS^'gf'mC 

complaints dealing' with {f^'f^-V- «|i 

the school. t^m-S ^r 




Present or former 
students. 

(;et list from vocational 
school. Call and ask im- 
pressions and opinions. 



High school military or 
VA counselors. 

Visit for free, career 
counseling. (VA and 
militarv counselors 
can explain (i.I. 
benefits.) 



Unions, trade and profes- 
sional associations. 

Call and ask if job pos- 
sibilities look ROod for 
your chosen occupation. 
Ask the value of training- 
for KettinK a job. 
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The vocational school. 

Visit the school yourself. 
A personal inspection is 
w^orth many phone calls. 






Local and state employ- 
ment agencies. 

Get listinj2: from informa- 
tion operator. Visit 
personally for free 
counseling'. 
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NOMENCLATURE AND I MUTUALLY AGREE AND UNDERSTAND: 
O I^F* Th:it if unforeseen circiiniM£inee> in the ruiiirc niiil^t: it neecssiiry fur nie to Uiseoniiniic my lr:iinini: before cnmplelion, 
^ Ihls conlrai'i niiiv he lerniinaiixl. pmviiieil I nolify Nunionelnliire Schoiil hy reiiisiercil niail of my inieniions haseil on 

I he following: Uiseonliniiiince within ikiys in whieh case «wi>nly-five dollars phis fifleen pereeni of the eush price will 
he dtie wiihotil regard lo eoiirse ednipletinn; ih'sconliniiuncc within ninety ilav^ fniin Ihe dale of vnriillnieni nr co'mple- 
lion And .servicing i>f onc-lhinl of my home simly iissjgrments or niuniials, whichever would be applieablr. an amotint 
nol It I cxcuclI fifiy itolliirN plus iweniy.five percent uf the list price of the eiitirse: Vnliintiiry discontinuance after ninety 
dnys fiom the ilale iif enrollment, bcit priur to the expiniijon of one hiinilr^il and cii^hty days from (he diitc of complc* 
tipn and servicing of one-hnlf of my home study asiiignmenls or ncmiiiil.s, whichever Motilil be applicable, an amount 
not lo exceed fifty dollnrs plus Ttfiy percent of the list price of the course. I understand that :my amotml paid in excess 
of thai required viiW be refiindeil lo me. 
2. Thai there is r^o rehute for vulimlary withdrawal from Resident Tniining. 
Thnl the Ihiyer may cancel this transaction at any lime prior to midnight of the third business ilay iifter the date of (his 
transaction by making noiiee of e:inceIlaiion to the Seller 
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EnrolJmenr Agreemeni 
NOMENCLATURE SCHOOL FOR CAREER TRAINING 

Vestiiburg. Vermont 01142 



t'rint Street City 

I hereby iippJy for your Canihimtion Home Study- Rcii(di.'(tti;il Tnimini: Proiintm in: 

NOMENCLATURE AGREES: 

1 . To furnish me 6CI general tessons applicable to non-tetzhnienl positions arranged in U) study tmits of A les^ons each, phis 
special ;issignments when neeessurv. 

2. After cuinpltition of home study training, resident training uill be given at Vtjstabiiri?. Vern>ont. Resiitenl (ruining must 
corTimcnce Mithin two (2) years of the date of acceptance of application, unless otherwise ca tended hy the home ofllcc 
und if it IS not coiiimenced within such time, all obligations of iiw sehmil shall cenv. 

3. Tti fitrnisli and send all text and study material to nic and (o pay all postuptj for shipjuent of study n>ateriaU and return 
_^ of griided lessons. ' 

4. To correct and grade my assignments .nnd .siipplenK'nl the grading wjih conimcnis and instriielional help (by maih as 
reqtiiicd. 

I AGREE: _ 
|^r^[n consideration uf the training and scrviee ytHi will furnish nn.'. 
1 agree lo pav to Noinenclaiiire School for Cctrcer Training. 
Vestaburg, Wrmont. the "TOTAL OV PAYMRNTS" shown 

herein in--, . — monthly installments of S each and 

a final installniem of S , beginning nn — . 

IV . and eontimiing on ihc same day of each siieccssive 

month there^ifier until paid in full. The date that the final instnll- 
ment is made will precede entry into the resident portion nf the 
course. 

2. 1 agree to apply myself diligently to lessons :inil tasks assigned 
me. 1 agree to apply myself consistently and scrimisly arnl to 
obey the Siudent Ktilcs. 
l^r^.Seller retains the right tti tr.insfer nuyer's installmeni cotitract 
" ~ to oilier hnWing it'^liuttion. In sddiiiort. Htryer is oMigrtlcd to pay 
reiisonable attorney's fees incirrred in the cnlleetion iir enforce- 
tneni of the debt. 



'P.-WMKNTPI.ANNO 

The balnnce is cnnipiiiedjis follow" 



NOTICK TO APPLICANT 
K Do not sign this Agreement ontil you have rvad it or if ii 

coniiiins any blank space. 
2. YiKi are entitled lo an cx:ici copy of ihe agrvenient yoii sign. 
? ! <:ertify that this application contains all Ihe leri^is of our 
agrirement and thSit there have been no verbal promises or 
agreements made other than those oiillinvd in this applica- 
tion. 

Applicant's Stgrtalure^ 

Date 

statemi:ni uv inti-rvihwrk 

(If applicable) 

1 certify that the applicant has hven interviewed hy me and 
that in my jiidgment he nteels all of ihv School's require ntcnts 
for acceptance as a student. 

Da 1 e - I y 

(Authorized Representative) 




I. Cush I'rii'i' 


? 


2. Less: Ciish Down I'avjucnt 


S 


y. Amoimt F-inaneed 




4. FINANCE CHARGF 


s 


Totid lif monthly puynients 


s 


fy, IX'ferreJ Pavment frice 




7. ANNrAl. lU-RCKNTAGE RATF 





Depending on applicable sltik l:iw. applicants under the age uf 
21 in certain sljites must be intervieueil in the presence of a 
gtianlian .ind this applieation must bear their signature. 
I certify I was present during the interview. 1 understand the 
terms anil conditions of this ^ipplicntion ami if il is accepted 
by Ihe school, 1 agree (o he responsible for its performance 
hy the iippllcant, 

Signature 



Is the fine print f me? 



1. The contract is the paper you .^.i^n . . . that is the whole a^'reenient. There 
are many differont contract forms for vocational schools. It will often look like 
an application form and be called an ^'Application for Enrollment" or an 
''Enrollment A.^Teement/' but it is really a le^*ally binding' contract. This sample 
cojitract or tJjt left is a standard type which ^ives you an idea what they 

are all abou^ 

2. Read the v/hole contract, *io ))H(ftey how long it fakes! 

3. If it's not in the conti*act, it's not part of the agreement; that includes 
words spoken by the salesman and words in the advertisement. 

4. All numbers and blank spaces must be filled in . . . otherwise anything* can 
be written in after you si^'n- 

5. Some states have a "cooling* off' period if you si^*n an a^'reement with a 
salesman in your home. This means you may have a couple of days to think about 
what you've si^>*ned before it becomes final. The Federal Trade Commission 
su}*:ft*ests the buyer be ;en at least a three-day coolin^'-ofT period. See if this 
time is ^iven you. 

6. Sometimes a contract says that somebody other than the school (like a 
bank) will ^et the money. Look for this and ask about it. 

7. Some combined correspondence/resident courses may require that all 
payments be made during' the correspondence portion. In this situation, the 
prospective student should make sure he or she receives a clear description of 
school facilities and living' conditions. 

8. Find out what happens if you don't finish the course. How much money 
will you u'et back? Read it and ask questions until you are satis.' ^d. 

9. How much are you payin^^' for what you are buying'? The Federal Truth- 
In-Lendins Act says all of the following' information must be very clearly 
indicated on installment contracts: 

1. Cash price 

2. Cash down payment 

3. Amount financed (1 — 2) 

4. FINANCE CHARGE (the amount of money you pay for credit) 

5. Total of monthly payments 

6. Deferred payment price (1 + 4) 

7. ANNUAL PERCENTAGE RATE 

(lets you compare credit rates re^'ardless of how lar^'e the purchase is 
and how lon^' you take to pay) 

10. In most states, people between 18 and 21 years of a^^e are held 
responsible for contracts they si^^n. If you think you may be affected, find out 
what the law is, 

1 1. Be sure to ^et a copy of the contract and that it reads the same as the 
school's copy. 



21 



Redress means 
throwing the book at them! 



So what happens if a vocational school rips you off after all? You want "redress," That 
means you want the wronj^; made rij^:ht. But first of all, to make a proper lej»:al case you must 
prove two basic facts: (1) You were fooled or deceived . , , by a salesman, by an advertisement, 
or by the school itself . . . because it did not live up to the terms of the contract; and that (2) You 
lost something because of bein^ fooled, such as your time or your money. 

When you j»:o after a vocational school, there are two paths you can follow . , , sometimes 
you can follow both at the same time: (1) You can try to J^et your money back; (2) You can 
make it hard for the school to do the same thinR' to others. However, before you do anythinu 
else, you should discuss the problem with the schooL This is the fastest; and most likely way to Ret 
the matter settled. It is best to make your complaint written and keep a copy for yourself. 

If the school will not satisfy you, there are many other placej you can contact. Don't Rive 
up. Try more than one place. For people you contact in person or by mail, you should have 
copies of all papers, letters, cancelled checks, advertisements, and a statement of all the facts. 



Stat6 licensing agency 

Complain to the agency that issued the license for the 
school to operate. In most states, it is the State Department 
of Education. Usually* it will look into each written 
complaint and try to settle it. 



Accrediting agency 

If the school is accredited, complain to national office 
of the accreditinjr a>rency. 



Consumer protection agency 

There may be such an a>rency in your local area. If not, 
check with the State Attorney (leneraPs office for the 
agency normally called the Division of Consumer 
Protection. With a written complaint, they will often 
attempt to settle the problem, and may prosecute for fraud. 



Better Business Bureau or Chamber of Commerce 

Check in the local phone book and then write or visit 
with your complaint. BBSs may have a special panel that 
will settle u complaint between a school and a consumer. 

r~ 

Media 

Write the T.V., radio station, mujrazine, newspaper or 
bus that carried the advertisements for the school. They 
may drop the schooPs ads. 



Newspaper "Action Line" 

Call or write the ''Action Line" column of the local 
newspapers, especially if the school is located in the local 
area. The newspaper may attempt to settle your problem 
and then later print the results. 

Government representative 

Write your U.S. Senator, Conjrressnian, State Senator 
or Lejrislator. Write or call your City Councilman or 
Representative. 

Government agency 

Send your written complaint to jrovernment agencies 
that provide support for some vocational schools. Write 
to the Director for: Accreditation and Institutional 
Elijribility Staff, U.S. Office of Education, Department of 
Health, Education, and Welfare, Washinjrton, D.C. 20202; 
or Education and Rehabilitation Services, Veterans 
Administration, Washington, D.C. 20420. 

Federal Trade Commission 

Call or write the Regional Office of the FTC in your 
area. The field offices are located in the followinjr cities: 
Atlanta, (la.; Boston, Mass.; Buffalo, N.Y.; Charlotte. N.C»; 
Chicajro, 111.; Cleveland, Ohio; Dallas, Tex.; Denver, Colo.; 
Detroit, Mich.; Honolulu, Hawaii; Kansas City, Mo.; Los 
Anjreles, Calif.; Miami, Fla.; New Orleans, La.; New York, 
N.Y.; Oak Ridjre, Tenn.; Phoenix, Ariz.; Portland, Orejr.; 
St. Louis, Mo.; San Antonio, Tex.; San Die^o, Calif.; 
San Francisco. (*alif.; Seatt'o, Wash.; WashinRton, D.C; 
Philadelphia, Pa. 



Finally, if all else fails, you can sue the schooL You will probably need a lawyer. Find out 
what the fee will be. If you can't afford one, look for the Neij»:hborhood Le^al Services Office near 
O you, or call a Courthouse and ask where free lej»'al services are available. You can sue the 

£[^C school in Small Claims Court without a lawyer, thouj»:h it is sometimes a u:ood idea to have one. 
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ERIC 



A vocational school is as good as the jobs 
which become available. Therefore, before 
you decide on a vocational school, get 
answers to these Four Questions from 
prospective employers: 

(Cut here and keep with you.) 



1 • ^^Would you hire graduates of 
the school?" 

2. ^^How many have you actually 
hired in the last year?'' 

3. ^^Were they hired because of 
school training?'' 

4. ^^Did training make any 
difference in starting salary?" 



